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On this and the following pages are listed the special feature material published 
in OFFICE APPLIANCES magazine during the first half of 1963. Articles are 
classified by subject to permit easy and convenient reference. 


MANAGEMENT (administration) 





KEEP INTERNAL REVENUE HAPPY, by James B. Kobak, CPA, Partner J. K. Lasser & Co., 
New York, N.Y. The Internal Revenue Service rules for expense account deductions 
promises to be a colossal imposition on most businessmen. An explanation and a 
chart of typical examples showing what you must do. January, 1963, pages 35, 36 
& 157. 


OA DEALER OF THE YEAR FATHER-SON TEAM WIN 1962 AWARD. The accomplishments of 
W. Neill Stewart, Sr., and W. Neill Stewart, Jr., in the office equipment and 
supply industry are legend to all who have a genuine interest in its welfare. 
OFFICE APPLIANCES recognized this long record of achievement by awarding its 


Dealer of the Year Award for 1962 jointly to this father and son team. 
February, 1963, pages 24-27. 


DISPLAY DRAMA IN "BIG D." OA Dealers of the Year, W. Neill Stewart, Sr., and 
W. Neill Stewart, Jr., of Stewart Office Supply Company formally open new furni- 
ture and machine headquarters in Dallas, Texas. March, 1963, pages 38-45. 


MEETING THE CUSTOMER ON HIS OWN GROUND, There is very little walk-in trade at 
Comfort Printing & Stationery Co. in St. Louis, yet sales are excellent in all 
three phases of the business--stationery and small office supplies, office furni- 
ture and printing. March, 1963, pages 129-133. 


Il SALES & SALES TRAINING 





- 


HOW TO SUCCEED IN SELLING WITH BETTER DEMONSTRATIONS, by Morris Bass. Selling 
office machines requires more technique and special knowledge on the salesman's 
part than do most kinds of selling. Better demonstrations can increase sales 
volume for the salesman. February, 1963, pages 34-37. 


INDEXING--THE KEY TO FILING SUPPLY SALES. It doesn't take a management consultant 
or business counselor to prescribe an efficient filing system. This is the job 
for the dealer's salesmen. A firm grasp of a few fundamentals and a salesman can 
multiply his volume and his income. March, 1963, pages 32-36. 
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III __ MERCHANDISING 





Advertising & Promotion 





B. Store Layout & Display 





LYNCH HAS DESIGNS ON JANESVILLE. Frank Lynch, owner of Lynch Typewriter & Office 
Supply, Inc., is not only a good salesman and a conscientious businessman, he's a 
progressive, civic-minded citizen of his community. In Janesville, Wisconsin, as 
in many other towns of similar size around the country, the combination is a 
successful one for conducting an office equipment and supply business. 

January, 1963, pages 32-34. 


IMAGINATION IN YOUR STORE WINDOW, Fredrickson's Office Supplies and Equipment, 
Aurora, Ill., is entirely a commercial dealership. Mr. Fredrickson does not handle 
social items, giftware, or other general consumer merchandise. He stimulates 
additional consumer sales of the standard items he carries through the propitious 
use of his window space. February, 1963, pages 28-33. 


A SHOWPLACE RISES FROM ASHES, In January, 1962, a destructive fire forced the 
Clegg Co., at 130 Soledad St., San Antonio, Texas to conduct its business in an 
adjoining building. Since reconstruction and modernization, it has become one of 
the most modern establishments in the Southwest. March, 1963, pages 86-87. 


THE STORE THAT CREATED A STIR IN ALTON. Office Machines Exchange, Inc. is located 
along U.S. Highway 67 through Alton, Ill., a highly industrial community on the 
north bank of the Mississippi just a few miles above St. Louis. April, 1963, 
pages 42-44, 


HEDERMAN BROS, STRESS SELF SERVICE, Hederman Brothers, which is located in the 
center of Jackson, Miss., is co-managed by Zach and Henry Hederman. Window 
displays, office-showrooms, carefully designed self-service aisles, an outside 
sales staff and 64 years of experience in the business are a combination that 
makes the new firm just about unbeatable. April, 1963, pages 70 & 71. 


FOR A NEW LOCATION--NEW IDEAS, The new location is one of the reasons MH&S 

(as McClain, Hedman & Schuldt Co. prefers to be known) received recognition from 
a civic-minded organization. The firm bought a large, four-story building which 
it extensively renovated. The St. Paul Chamber of Commerce presented them with 
a photograph of the new quarters because they revitalized an old structure that 
was suffering neglect, and thereby improved the character of the neighborhood. 
May, 1963, pages 38-43. 


C. Services 





A BUSINESS BUILT ON OUTSIDE SALES. Reichardt Office Machines & Supply Co. serving 
small Michigan communities proves a profitable business can be developed by alert, 
progressive outside selling. March, 1963, pages 46 & 47. 
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III _ MERCHANDISING - cont'd 





C. Services 





TELEPHONE SELLING...PAYS OFF! $$$ . Selling by phone requires special aptitudes 
and talent. The rare person--man or woman--who can make it work, can earn a lot 
of money for himself--and his employer. June, 1963, pages 42 & 43. 


IV MARKET RESEARCH 





OFFICE SUPPLIES--AN INDUSTRY ARRIVED AND GROWING. A survey undertaken by 

OFFICE APPLIANCES is the first attempt made in some time to take a steady look at 
the whole office supply market. It analyzes fundamental questions: How has the 
market for supplies changed in the past few years? What direction will it take in 
the future, both in total volume and in comparative strength of different products? 
How do dealers conduct their business, particularly in relation to the size of their 
communities? Do most of them go out of their stores to make sales? How far? What 
volume of business do dealers do from office supplies, and how much does this volume 
contribute to their total annual volume? May, 1963, pages 26-29. 


THE PRODUCTS--HOW MANY ARE TOO MANY? When office supplies dealers were asked to 
check off from a list those items which they handle, the result was that the majority 
of them carried most of the items listed. Space was left on the questionnaire for 
dealers to write in any items not appearing on the list which they also sold. At 
that point, quite a few of them remarked, “Too many products." May, 1963, pages 
30-35. 


"QUOTE-UNQUOTE"--THE DEALER SPEAKS, There is more to any topic than can be grouped 
into a chart, or cited as a statistic. This is true of the study we have made of 
the office supply business. Much of the significant food for thought comes from 
the offhand spontaneous comments that invariably are written in at the bottom of a 
survey form. May, 1963, pages 36 & 37. 


DOES THE DEALER NEED THE WALK-IN CUSTOMER? OA's editors recently embarked on a 
tour through several states, stopping at random at several office equipment stores 
and asking dealers what they thought about consumer retailing. If any conclusions 
can be reached, it is that location and type of operation determine what kind of 
selling is best. June, 1963, pages 36-41. 


V___ PRODUCT DATA 





Supplies 





B. Machines 





Furniture 





Rusiness Forms 
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VI OFFICE DESIGN 





NOT BY DECORATION ALONE. The underlying philosophy, purpose and methods of the 
Center for Environmental Study and Development are related in this transcribed 
interview between George Reinoehl, A.I.D., I.D.I., the Center's director, and 
Carroll Cihlar, managing editor of Office Design. Reinoehl founded the Guild 
in 1948 and has been directing its operation and development since then from 
Grand Rapids, Michigan. Office Design Section, January, 1963, pages 138-141. 


A STUDENT VIEW OF OFFICE DESIGN. Details of the winning entries are shown in 
this article, of the Royalmetal Corporation's student design competition held 
in New York City. Office Design Section, May, 1963, pages 174-179. 


A REVIEW OF STUDENT DESIGN. Much of the materials and products which the office 
designer will be specifying for the office environment of tomorrow will come from 
the thinking that is being formulated in the heads of industrial design students 
today. Office Design Section, May, 1963, pages 180-184. 


A. The Art of: (installation review) 





HUMAN FACTORS APPLIED. Observance of some simple human factors during the design 
of an office can minimize man's distraction and abet productive thought. Examples 
of some of these factors applied are shown. Office Design Section, January, 1963, 
pages 124 & 125. 


CAPITALIZING ON AN OPEN PLAN. The first new bank in Washington in three decades, 

the District of Columbia National Bank possesses outstandingly contemporary interiors. 
Rurik Eckstrom, senior designer of Weed-Johnson, selected the open plan, with the 
desks of bank officers strategically placed around the mezzanine columns. This plan 
eloquently bespeaks the inviting attitude of the bank's general policy. Office 
Design Section, January, 1963, pages 128-137. 


DESIGNING FOR A BUSINESS CONSULTANT. Selected to design the new quarters of the 
Arthur D. Little, Inc., was the Space Design Group, Inc., headed by Marvin B. Affrime, 
which approached the design problem in the same way its client accepts a complex 
problem for one of its clients--through intensive research. Office Design Section, 
February, 1963, pages 149-155. 


CREATING OFFICE SPACE FROM THE INSIDE OUT. Design of the new office building for 
Kerns United Corp. in Calumet City, I1l., presented several opportunities for 
Architect Robert C. Taylor, Oak Park, I1ll., to provide services which are not al- 
ways included within the normal scope of architectural services. Office Design 
Section, February, 1963, pages 156-160. 
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VI OFFICE DESIGN - cont'd 





A, The Art of: (installation review) 





PORTRAIT OF A STUDIO'S OFFICES. The result of planning the Alderman Studios in 
High Point, N.C., is a structure the size of a city block which sits on an 18- 
acre tract of land. The lower level contains the main entrance, reception rooms, 
personnel and purchasing offices, and film laboratories. The second level contains 
administrative offices, warehouse, and two photography studios. Office Design 
Section, March, 1963, pages 174-179. 


THE OFFICES OF HENRY END. Henry End, A.I.D., I.D.I., who has consistently 
demonstrated his mastery of the design process, recently enjoyed the freedom of 
designing without limitations. In the design of his own offices, in the Inter- 
national Design Centre in Miami, he set his own objectives. Office Design Section, 


March, 1963, pages 180-186. 


DESIGN EMPLOYS NATIVE ASSETS. Space was planned to take advantage of the panoramic 


views commanded by Universal Marion Corporation's 16th floor offices in the Universal 
Marion Building, located in the Downtown Center of Jacksonville. Also specific colors, 
accessories and art pieces suggestive of the Florida locale were used. Office Design 


Section, April, 1963, pages 146-153. 


THE REJUVENATION OF OLD SPACE, The main problem faced by K. James Ferguson, A.I.D., 
interior design director for B.B. & E.C., was to establish an efficient and private 

executive suite which reflected the forward looking attitudes of a major advertising 
agency (Gardner Advertising Co. is one of the largest agencies in the country)-- 

and to do it on a medium budget. Office Design Section, May, 1963, pages 185-194. 


THE DECORATION IS OUTSIDE. Edward A. Heist, N.S.I.S., director of design for 

R. E. Wilkerson & Co., Jacksonville, who was commissioned to design the offices of 
Bunker, Hubbard & Robson, made the most of the natural beauty which the architect 
left exposed for him. The major decoration is the view through floor-to-ceiling 
windows. Office Design Section, June, 1963, pages 100-105. 


SQUARING THE RECTANGLE. Small but pleasant and efficient, the Window Shade Mfrs. 
Assn. offices were given less alarming proportions by Designer Tom Woods through the 
use of doors and partitioning at the end walls and a placement of furniture that 
forced the space to flow rather than zoom. Office Design Section, June, 1963, 


pages 106 & 107. 
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VI OFFICE DESIGN - cont'd 





B, The Technology of: 





HUMAN FACTORS FOR THE OFFICE. Emphasis upon human factors in design of both 
general and executive offices is becoming increasingly important. This increased 
concern with human characteristics is being accelerated by aerospace exploration, 
which is highlighting the relatively limited capacity of people to adjust to 
physical changes in the environment. Office Design Section, January, 1963, 

pages 121-124, 126 & 127. 


PAINT: ITS FUNCTION IN DESIGN. An article about recommended paints for various 
interior materials. New surface materials with which the designer may have limited 
experience, are gaining increasing acceptance and sometimes require particular 
preparation for successful painting. Office Design Section, March, 1963, 

pages 168-174. 


LITHOGRAPHS FROM THE TAMARIND WORKSHOP. Operating under a three-year grant from 
the Ford Foundation, the Tamarind Lithography Workshop has been offering two-month 
fellowships to artists to explore the possibilities of the medium with the aim that 
they might open print shops of their own in a few cities, and also increase the 
number of trained artists who might be available to teach lithography in our 
universities. Office Design Section, April, 1963, pages 154-156. 


"STORAGE, OH STORAGE! THE DESIGNER HAS NEGLECTED YOU, AND THE CLIENT'S FEELING 
SO BAD.” The expanding, complex demands for storage in the modern office are one 
of the designer's greatest enigmas. It can be the ghost that rises and returns 
through time from an installation long completed, typified by laments from the 
client that the provision for storing his records are inadequate. Office Design 
Section, May, 1963, pages 195-198. 


Editorial Department, OFFICE APPLIANCES 
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On this and the following pages are listed the special feature material published 
in OFFICE APPLIANCES magazine during the second half of 1963. Articles are 
classified by subject to permit easy and convenient reference. 


MANAGEMENT (administration) 





A CODE FOR OFFICE PRODUCTS. A new system of code numbers embracing all office 
products can be a solution to dealers’ management problems. With a suitable code, 
all procedures concerned with office products can be processed by machines instead 
of manually. These procedures include inventory control, accounting, billing, sales- 
men's check, etc. July, 1963, pages 42 & 43. 


SALUTE THE TRAVELERS. An article about the Travelers Division of NSOEA, (National 
Stationery & Office Equipment Association) listing the names and locations of the 


14 clubs in the United States with the names of the current presidents. October, 1963, 
pages 48 & 49. 


PARIS EXPOSITION HAS OFFICE PRODUCTS BY THE ACRE, by Herman Brockman. This report, 
written exclusively for OFFICE APPLIANCES, indicates a progressive and aggressive 

posture of the office equipment industry in the "Old World." Its author, 

Herman Brockman, is a veteran of the industry. He is president of the Record Systems Co., 
a consulting firm which he formed in 1961, and formerly had been vice-president and 
national sales manager of C. L. Barkley & Co. October, 1963, pages 50-53. 


FROM MACHINES TO FURNITURE, Adams Typewriter Agency, Inc., an Elkhart, Indiana firm 

is also an area leader in business machines and furniture. When the company was 

formed in 1945, by Howard Adams, it was almost exclusively an agency for typewriter 
sales and service. It later branched into dictating equipment, addressers, duplicators, 
and other machines. November, 1963, pages 44 & 45. 


HELSINKI DEALER HIGHLY DIVERSIFIED. A look at a European dealership in Helsinki, 
Finland. November, 1963, pages 46 & 47. 


OUTLOOK FOR '64. All business barometers are pointing to fine economic weather ahead-- 
favorable to growth and expansion. The day is long since past when businessmen can 
apply the simple formula of their own cost-profit experience over a year's period to 
project what the coming year holds in store. December, 1963, pages 26 & 27. 


CHALLENGES FOR THE DEALER, Aside from the favorable business climate that exists 
nationally, there are specific bright spots on the horizon for the office equipment 
dealer. Based on the normal expected step up in volume due to accelerated business 
activity, it appears that the sale of office products in all forms should increase 
about 5% over 1963. December, 1963, pages 28 & 29. 
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Iil MERCHANDISING 





f Advertising & Promotion 





THE STUDENT MARKET, WHERE WILL THE MILLIONS BUY SUPPLIES? The single biggest effort 

in preparing for the back-to-school season at Helanders, Inc. Lake Forest, Ill., is 
display. Around mid-August, the merchandise throughout half the store is removed and 
replaced by school supplies only. Helanders also uses a checklist advertisement, which 
is published every year in school papers, magazines, and in the Lake Forest weekly paper. 
This has been highly successful in attracting students into their store. August, 1963, 
pages 42-44, 


PLAN YOUR YELLOW PAGE STRATEGY. Widely recognized by office equipment dealers as a 
potent business-building tool, the Yellow Pages section of the telephone directory is 
also among the most taken-for-granted. Three recent surveys of telephone directory 
usage show why. They also dramatize the need for many dealers to cast off their tra- 
ditional ways of using this important medium. September, 1963, pages 48-50. 


AN OLD FASHIONED SALES PROMOTION. A. & E. Supply Co., Duluth, Minn., recently made 
extra use of the “Old Fashioned" promotion supplied by United Stationers Supply Co., 
Chicago. The promotion was aimed at the time of year when sales are low and slow 
moving items have to be cleared out. It featured the slogan "Old Fashioned Value Days" 
and appropriate graphics for store and window display. September, 1963, pages 102-104. 


A DEALER VIEW OF TELEVISION ADVERTISING. The dealer's constant search for effective 
marketing tools often overlooks this very obvious medium. Harry Page, president of 
Office Services Co., Rockford, I1l. has been using a TV campaign since last April, with 
excellent results. November, 1963, pages 38-40. 


A TOUCH OF FRANCE AT FORRER'S., Forrer Equipment Co., Milwaukee, Wis. held an open house 
in their showrooms, featuring a preview showing of “The Art of the French Poster," a 
collection of 75 beautiful examples of this unique art form. A precedence was set 
demonstrating the value and importance of a type of activity which any leading firm 
engaged in the design and furnishing of.business offices might well include in their 
promotional programs. December, 1963, pages 32-34. 


B. Store Layout & Display 


8 RULES OF GOOD STORE MERCHANDISING. Experts in marketing know how to arrange a store 
to get maximum sales...using a basic understanding of human behavior as a guide. In 
some fields of merchandising the techniques of store operation have become an exact 
science. Trained planners, using proven formulae, know exactly where to place certain 
types of products, the kind of fixture to use, what visual point-of-sale material to 
set up, in order to produce a definite return in dollar volume. September, 1963, 
pages 38-45. 


THE DUTCH GO AFTER BUSINESS IN A BIG WAY. The new Rotterdam branch of Ahrend 
Informaties in Holland was opened by the Mayor of Rotterdam, E. G. van Walsum. It was 
designed by three of the leading Dutch architects--Van den Bosch, Hendricks and 
Campman. This big approach to office equipment sales is at least an indicator of the 
growth and pre-eminence of Western Europe's industry. September, 1963, pages 100 & 101. 
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III _ MERCHANDISING - cont'd 


B. Store Layout & Display 





POWER AT THE POINT-OF-PURCHASE. Point-of-sale has become almost an exact science 
in many fields of retailing. One of the forces to bring this about is the Point- 
Of-Purchase Advertising Institute, Inc., a unique organization with offices at 

ll W. 42nd St., New York. The interests of this group are centered entirely on 
point-of-purchase problems. October, 1963, pages 38-43. 


C. Services 





SELLING THE OFFICE IN THE HOME. The office in the home, according to William S. 
Humphreys, president of the newly formed Cyrus-King Furnishings, Inc., Sarasota, Fla., 
is one of the segments of the office furnishings market that is neglected by too 

many retailers, particularly in Florida. July, 1963, pages 44 & 45. 


WALLER SELLS SYSTEMS. W. R. Marshall, sales vice-president of Waller Bros., Inc., 
office equipment dealer in Mobile, Ala., can cite an annual business of $1,300,000 

to prove that the sales methods he describes pay off. Waller Bros. has built a 
steadily increasing and profitable business ever since its founding in January, 1952. 
December, 1963, pages 30 & 31. 


IV___ MARKET RESEARCH 





CHANGING SCENE FOR THE OFFICE MACHINE. The complexion of the office machine industry, 
is changing considerably. These changes, and their influence on the market, cannot 
help but have a marked effect on the dealer; and depending on which direction he 
chooses to go, they will determine his importance in the machine market of tomorrow. 
July, 1963, pages 36-41. 


DESIGN ON THE FURNITURE MARKET. OFFICE APPLIANCES conducted a survey of office 
furniture dealers--faced with a changing market. The market today for a complete 
office is an impressive percentage of the total. To say that the dealer is in 
command of the new market is not exactly accurate. But, to conclude that it will 
naturally gravitate more and more in his direction, if he will set up his business 
to handle it properly, is not only accurate, but is well on the way to being an 
established fact. August, 1963, pages 34-41. 


V PRODUCT DATA 





A. Supplies 





THE STUDENT MARKET, WHERE WILL THE MILLIONS BUY SUPPLIES? The single biggest effort 
in preparing for the back-to-school season at Helanders, Inc. Lake Forest, Ill., is 
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display. Around mid-August, the merchandise throughout half the store is removed 

and replaced by school supplies only. Helanders also uses a checklist advertisement, 
which is published every year in school papers, magazines, and in the Lake Forest 
weekly paper. This has been highly successful in attracting students into their store. 
August, 1963, pages 42-44. 


B. Machines 





CHANGING SCENE FOR THE OFFICE MACHINE, The complexion of the office machine industry, 
is changing considerably. These changes, and their influence on the market, cannot 
help but have a marked effect on the dealer; and depending on which direction he 
chooses to go, they will determine his importance in the machine market of tomorrow. 


July, 1963, pages 36-41. 


c. Furniture 





DESIGN ON THE FURNITURE MARKET, OFFICE APPLIANCES conducted a survey of office 
furniture dealers--faced with a changing market. The market today for a complete 
office is an impressive percentage of the total. To say that the dealer is in command 
of the new market is not exactly accurate. But, to conclude that it will naturally 
gravitate more and more in his direction, if he will set up his business to handle it 
properly, is not only accurate, but is well on the way to being an established fact. 


August, 1963, pages 34-41. 


VI OFFICE DESIGN 





"YES, AND NOW I DESIGN OFFICES,"' TOM RETURNED. Tom Swifties on office design. The 
be-knickered hero of American youth is back. Office Design Section, July, 1963, 
pages 122 & 123. 


THE AMA DESIGN PAPERS. The American Management Association conducted its first 
national design conference. Leading industrial and interior designers, architects, 
manufacturers, educators and economists emphasized the importance of the design 
process to the business executive in search of higher profits. Some views are pre- 
sented in excerpted form pertaining to designers and design by seven people in the 
design field. Office Design Section, August, 1963, pages 85-93. 


SAPHIER ON ENVIRONETICS. Michael Saphier, one of the pioneers in the field of space 
planning defines the coined word "Environetics." This totality of design is, in 
effect, the reason and working definition of Environetics. It was slowly developed 
through many years and many designs for business, government, and consumer use. 
Office Design Section, September, 1963, page 152. 


DIMENSIONS OF DESIGN. Four designers and a design educator met October 3, 1963, at 
an Office Design round table to discuss what could and could not be expected of 
design. Their varied backgrounds provoked an interesting insight into the design 
process. Office Design Section, November, 1963, pages 138-142. 
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VI__OFFICE DESIGN - cont'd 





A, The Art of: (installation review) 





MAIN STREET LAW OFFICES. The offices of a Franklin, Ohio lawyer were a bit of quaint 
Americana unsuitable to the requirement of today's corporate lawyer. H. W. "Buzz" 
Hamby, N.S.1.D., director of design for Globe Business Interiors, Cincinnati, was 
commissioned to renovate the quarters in a building which dates back to the 1880's. 
Office Design Section, July, 1963, pages 115-119. 


VICTORIANA RENOVATED. Architect Nicholas Satterlee supervised the remodeling of the 
Washington Gallery of Modern Art, located in the former Patent Attorney's Office. 

A thoroughly hospitable environment for exhibits of modern painting and sculpture 
has been created in a Brown Decades building. Office Design Section, July, 1963, 
page 120. 


ENVIRONETICS IN ACTION, The new home of Century Theatres in Floral Park, Long Island 
was Environetically planned by the design firm of Saphier, Lerner, Schindler, Inc. 
The plan was functional, but the solid square of the building was neither unique nor 
particularly beautiful. To overcome this defect SLS enlarged the outside dimensions, 
literally scooping out the center. Office Design Section, September, 1963, 
pages 153-158. 


A RESPECT FOR THE PAST. The Contract Division of Marshall Field & Co., designed the 
interior of the Northwestern National Life Insurance Co. of Milwaukee. The first 
floor was refurbished and a light and modern office tower was built to accommodate 
its expansion needs. Office Design Section, October, 1963, pages 178-181. 


ADVERTISEMENT FOR AN AGENCY. The newly designed offices of Olian & Bronner, Inc., 
a Chicago advertising agency were designed by Henry P. Glass Associates with the 
subtle impact of a good institutional ad. Office Design Section, December, 1963, 
pages 77-79. 


INVESTMENT FOR A FINANCIAL FIRM. The new quarters of James Talcott, Inc., in the 
Manhattan Sperry Rand Bldg., are already earning dividends for the company through 
the new efficiency and increased morale that its employees now enjoy. Designed by 
Gerald Luss, design vice-president of Designs for Business. Office Design Section, 
December, 1963, pages 80-84. 


B. The Technology of: 





ACOUSTICAL MATERIALS...AND THEN SOME, (Included in this article: Acoustical 
Ceiling Selection Chart and The Maintenance of Acoustical Materials.) The 
beneficiaries of noise abatement have been two: the din-subjected psyches of the 
employees; and management, which has enjoyed an increased efficiency from its 
employees’ increased ability to concentrate. Manufacturers of acoustical materials 
have built into their products a number of extra advantages which are so compelling 
in their concept that the quality of sound conditioning seems to be an afterthought. 
Office Design Section, September, 1963, pages 146-151. 
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VI OFFICE DESIGN - cont'd 





B. The Technology of: 





RESILIENT FLOORING. Until a dozen years ago, resilient floors included only 
linoleum, asphalt tile, cork tile, and rubber tile. With the rapid growth and 
popularity of vinyl-based floors, there suddenly were dozens of floors from which 

to choose. The aesthetic qualities of a resilient floor encompasses texture, pattern 
and color. (Charts are included in the article on the relative characteristics of 
vinyl floor materials, relative noise produced by various floors on impact and rela- 
tive underfoot comfort of various flooring materials.) Office Design Section, 
October, 1963, pages 173-177. 


AT LAST! A UNIFIED CEILING. Armstrong Cork Co. has developed a new type of ceiling 
system which incorporates its own lighting, air distribution and acoustical control. 
Office Design Section, November, 1963, pages 143-144. 


AN UNCOMPROMISING DESIGN FOR FILING. The Modu-Rak, a new unit which accommodates 
the advantages of existing filing systems without being bound to the disadvantages, 
plus making possible a new flexibility and economy. Now in production, it was 
designed by Herman Brockman, president of the Midwest Office Equipment Co. of Chicago. 
Office Design Section, November, 1963, pages 145-148. 


Editorial Department, OFFICE APPLIANCES 





